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JOINT VENTURES—A PROFITABLE RELATIONSHIP
Our firm, Goodman & Co., had lost government bid 
work before—to larger firms that can frequently bid 
lower, and sometimes to smaller local firms that 
have lower billing rates. This scenario was different, 
however. We were the low bidder and lost the 
engagement to a minority firm whose bid was con­
siderably higher than ours. At about the same time, 
a client—a substantial minority contractor for the 
federal government—decided to switch its account­
ing work to a local minority CPA firm.
While discussing these incidents during a prac­
tice development session, one of our partners who 
was then serving on the AICPA’s minority business 
development committee suggested we contact a few 
minority firms to determine their interest in enter­
ing into a joint venture with us for government- 
related work.
The minority firms initially selected were known 
to us because of contact through AICPA committee 
work and CPA Associates, Inc. (a national associa­
tion of local and regional firms). The only criterion 
we used in making the initial contact was that the 
firms be located in our general practice area. Letters 
expressing our interest regarding the possibility of a 
joint venture were sent to three minority firms. Two 
of the three firms responded favorably.
Prior to meeting with representatives of the firms, 
we reviewed our goals in pursuing this type of 
engagement. We needed a clear picture of how our 
needs and the needs of the minority firms could be 
met in a mutually beneficial way. After discussion, 
we determined that our primary goals at Goodman 
& Co. were to secure additional off-season work 
within the public sector and to train staff in gov­
ernment work. Secondary goals were to compete 
successfully with the larger firms in securing 
additional and more substantial government en­
gagements, to increase firm visibility in the public 
sector and to maintain morale among newer staff 
members, many of whom join the firm during sum­
mer months when the workload is lighter.
Because most minority firms have more work 
within the public sector than the private sector, 
there are certain advantages for them in an associa­
tion with a local majority firm. By engaging in joint 
ventures as well as securing private sector engage­
ments, they can reduce reliance on the public sector 
for business, develop expertise in specific private 
sector niches, train staff in a wider variety of 
engagements (with subsequent positive effects on 
morale and mobility) and expand their practice 
areas geographically.
Our next task was to develop a method for com­
paring firms. To assist, we asked the firms for the 
following information:
□ What is the nature of government work you are 
doing or will be doing in the future?
□ What are your objectives in such work?
□ Describe any joint-venture work you have per­
formed in terms of types of engagements, spe­
cific functions, staffing and fee arrangements.
□ What do you see as your firm’s strengths 
regarding specialization?
□ What is your procedure for evaluating requests 
for proposals and writing responses to them?
(Continued on page 3)
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Quietly Does It
One of the formal objectives of the AICPA’s private 
companies practice section is to provide a way for 
member firms to make known their views on profes­
sional matters, including the establishment of tech­
nical standards. This advocacy function has been 
achieved largely through the activities of the tech­
nical issues committee (TIC).
Committee members continually monitor the 
projects and proposals of other AICPA divisions and 
the FASB, and, if it is thought that any of these don’t 
fully recognize the interests and insights of smaller 
firms and their clients, the committee provides spe­
cific input. This is done either by meeting with rep­
resentatives of the particular Institute division or by 
issuing a formal letter of comment.
With its contributions over the years having 
earned the recognition of senior Institute technical 
committees, the technical issues committee now 
issues fewer letters of comment than in the past. 
More frequently, the TIC meets directly with the 
standard setters to discuss problems and possible 
solutions.
One of the TIC’s early accomplishments (in 1980) 
was to work with the auditing standards board’s 
statistical sampling subcommittee to eliminate a 
perceived bias in favor of statistical sampling at the 
expense of judgmental sampling in a proposed 
statement and guide. The TIC’s suggestions for an 
educational program alerting practitioners to that 
statement’s requirements prior to its enactment 
were also heeded.
Possibly, the technical issues committee is most 
often associated with the "Sunset Review of 
Accounting Principles,” which it published in 1982. 
This report identified eleven specific GAAP require­
ments that the TIC concluded were either irrelevant 
for small, private companies or did not provide 
enough benefits to justify their costs. That project 
drew the attention of the AICPA and the FASB to the 
problem of GAAP for small businesses. Shortly after 
the TIC commenced its study, the AICPA established 
a special committee on accounting standards 
overload.
The technical issues committee’s input is, of 
course, only one of several considerations in the 
establishment of technical standards. Therefore, the 
TIC does not always get exactly what it wants. It 
conducted a vigorous but unsuccessful campaign, 
for example, against issuing SSMAS nos. 1 and 2, 
which, it believed, threatened to disrupt the tradi­
tional advisory rapport among CPAs and their pri­
vate company clients. Some harsher aspects of the 
earlier proposals were mitigated, however.
There are still times when the technical issues 
committee finds that written communication is the 
preferred means of providing input—when, for 
example, furnishing detailed recommendations on 
specific passages of an exposure draft. The TIC’s July 
1985 comment letter on a proposed authoritative 
statement on attestation standards presented sev­
eral such suggestions.
The TIC expressed concern on several occasions 
about early versions of the FASB’s proposals on 
employers’ accounting for pensions. Its comment 
letter on the March 22, 1985, exposure draft points 
to the substantive differences between large com­
panies’ pension plans and those that small, non­
public companies establish. The letter identifies a 
number of specific cost increases that the proposed 
standard would impose and points out that these 
costs will be proportionately greater in smaller 
companies than in larger ones. The TIC urges the 
FASB to permit nonpublic companies that sponsor 
defined benefit plans with less than 100 participants 
to follow the requirements of APB Opinion no. 8 and 
FASB Statement no. 36.
Over the years, the TIC has taken many stances on 
sensitive issues, but its comments do not deal only 
with technical issues. The early files show a number 
of letters urging that exposure drafts have wider 
distribution, longer comment periods and other fea­
tures that encourage rather than impede respond­
ing. The inclusion of response forms in exposure 
drafts is a direct result of those recommendations, 
and now more—but still not enough—practitioners 
comment on exposure drafts.
Perhaps the TIC’s most successful accomplish­
ment has been to enhance recognition of the needs of 
CPAs who serve private clients. More frequently 
than ever before, senior committees specifically 
try to evaluate their proposals from the local 
practitioner’s perspective and invite the TIC’s early 
input. □
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Joint Ventures (continued from page 1)
□ What budgeting/planning steps do you go 
through prior to submitting a bid?
□ Describe your staffs experience in government 
engagements.
□ Would you be interested in a joint venture with 
our firm and why?
□ What is your experience in working under the 
single-audit concept?
□ What kinds of work would you be interested in 
performing, e.g., audits, cost accounting, com­
puter studies, review of contracts?
□ Are you eligible for 8(a) set-aside contracts? 
How much longer will you be eligible?
□ Describe your quality control procedures.
Our meetings with the firms proceeded, as most 
meetings do, with brief introductions and ex­
changes of information on the firms’ backgrounds 
and experiences with government-related work. 
Their questions to us were similar to our questions 
to them. The only surprise was that neither minority 
firm had previously been approached by majority 
local firms to pursue joint ventures. Both, however, 
regularly engaged in joint ventures with large, na­
tional firms and believed that local majority firms 
were missing opportunities in the public sector.
As we talked about our firms’ areas of expertise, it 
became apparent that an association could be mu­
tually beneficial. One minority firm, for example, 
had a good prospective client lead on a large auto­
mobile dealership. Because the firm lacked specific 
knowledge of that industry, we suggested that one of 
our partners who has responsibility for almost a 
dozen auto dealership clients should accompany the 
minority firm partner to the initial meeting with the 
prospective client. We also sent the firm our audit 
program for auto dealerships and agreed to provide 
them with the services of a senior staff person, expe­
rienced in that industry, to supervise the engage­
ment should they get it.
After these discussions we were ready to make a 
decision. As is usually the case where preliminary 
research results in a narrow field of candidates, it 
became a matter of choosing a firm for joint venture 
on the basis of a philosophy/personality match. We 
were looking for people with whom we could effec­
tively work.
The engagement proposal process
Having made that choice, both firms decided that 
the initial tactic would be to write a proposal for 
every engagement where we had a reasonable 
chance of getting an interview. The first two pro­
posals were written for large city audits. The minor­
ity firm, Hill, Taylor & Co., supplied us with resumes 
of its staff and an excellent audit plan. Prior to this 
association, we had searched for words to capture 
the essence of our experience in large-city au­
dits .. .which was minimal. So the direct experience 
of Hill, Taylor’s staff in performing government 
work was a real advantage. Although our first efforts 
resulted in good proposals, they did not result in 
interviews, on one occasion, because of the fee, and 
on the other, because the engagement seemed to be 
targeted for the prior year’s accountants.
Undaunted, we wrote a third proposal—not for 
city work, but for special work associated with au­
diting records of the state’s tuition reimbursement 
funds for special children. We did not have anyone 
on staff at Goodman & Co. who understood the 
“language" of the proposal and, frankly, it would not 
have been written had we not entered into a joint 
venture. We sent the request for proposal, along 
with some resumes, to Hill, Taylor, who, fortunately, 
had performed a similar engagement and was able 
to write, bind and submit the proposal with only a 
few days of lead time.
Representatives of the firms, as joint venturers, 
were invited for an interview a few weeks later. Gov­
ernment audit partners from both firms met with 
school officials to negotiate the fee. Helped by Hill, 
Taylor’s previous experience on a similar engage­
ment, the interview proceeded smoothly and our 
firms were engaged as auditors shortly thereafter.
The engagement is for eighteen months and has 
generated over $25,000 in fees. Because Goodman & 
Co. has an office closer to the engagement location, 
we provided most of the staff and supervision.
In determining fee arrangements, it is important 
to use a method for computing profit which is sim­
ple. The formula should be reviewed by both part­
ners in advance to avoid misunderstandings of 
items to be included in direct cost and the percent­
age for overhead costs. The fee arrangement that we 
worked out between our firms provided that each 
firm would be reimbursed for direct costs and asso­
ciated overhead; revenues in excess of these alloca­
tions would be distributed equally.
By entering into a joint venture with a minority 
firm we have additional resources available to us. It 
has provided us with specialized expertise, and, as a 
result, our government proposals not only look 
more professional but are targeted to the needs ad­
dressed in the request for proposal. Through the 
joint venture, one of our branch offices has secured 
additional work, and those hours and billings have 
added considerably to bottom-line profits without 
putting undue pressure on staff. We expect to. secure 
similar engagements in the future. □
—by Bruce C. Holbrook, CPA 
and Marilynn C. Moschel 
Norfolk, Virginia
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Choosing a Location
In a study conducted for my Ph.D. dissertation, 
"Development of General Criteria Applicable for the 
Establishment of a New Accounting Practice," I first 
hypothesized that the amount of success a firm 
could expect would be dependent upon several fac­
tors, such as types of services provided, staff 
qualifications and training, methods of obtaining 
clients, office location, management systems and 
planning methods. Of the various factors, the ques­
tions I asked practitioners on selecting a location 
generated the most interesting responses.
The study was conducted in two ways. I mailed 
questionnaires to 350 practitioners located in cities, 
medium-size towns and small towns in seven South­
eastern states in a 5:3:2 ratio, respectively. There 
were 165 responses in approximately the same ratio 
as the mailings. At the same time, I conducted 40 
interviews in four Southeastern states in the same 
5:3:2 location ratio of cities, medium-size towns and 
small towns.
The responses were analyzed in accordance with 
the study’s objectives and categorized by states, by 
questionnaires versus interviews and by size of cit­
ies and towns. The results provide data on current 
practices and contemporary opinions and permit 
some basic conclusions to be drawn about where to 
establish a new accounting practice or where to 
locate a new office of an existing practice.
For example, responses to a request to describe 
exact locations indicate that, although accountants 
are opening offices in suburban areas, 63 percent of 
the respondents are still located in downtown areas 
and about 43 percent are situated in multi-firm 
office buildings. There were no substantial dif­
ferences among states or among cities and towns of 
different sizes, and the responses also showed that a 
few firms with offices in large suburban shopping 
centers seemed to be doing well.
Fifty-eight percent of the respondents said they 
believe the location of a firm within a city or town 
does have an effect upon its success. Unexpectedly, 
the number of practitioners from small towns who 
agreed with that statement was almost double the 
number who did not. In the cities, there was barely a 
majority that agreed.
The most common reason given for having se­
lected a particular location was its proximity to 
many businesses. Next came "near a bank" and “it 
was one of the most attractive offices available.” 
Some other reasons included easy accessibility, 
good parking facilities, convenient location, being 
in a growth area, being in a professional building, a 
chance to purchase the building, being close to law 
firms and being close to an Internal Revenue Serv­
ice office.
When asked for their opinions on what constitutes 
the best possible location for a new office, most 
practitioners were in agreement that being close to 
many businesses, having an attractive office and 
good parking facilities were all essential require­
ments. Ideally, the location would have all three of 
these assets.
(Like the questionnaire respondents, most of the 
accountants interviewed were in offices located in 
downtown areas among many businesses. Many 
had attractive offices, but some of the longer-estab­
lished firms, located in older buildings, did not. A 
large majority had poor office parking facilities, and
An Accountants Cooperative
Public Accountants Users’ Services, Inc. (PAUS), a 
cooperative begun in 1973 by Richard D. Flemings, a 
Tampa, Florida, CPA, was conceived as a vehicle for 
combining the purchasing power of independent 
CPA firms to obtain computer services at a discount. 
Mr. Flemings reasoned that data processing centers 
have high fixed but relatively low operating costs. 
Once these costs are covered, any additional volume 
would carry to the bottom line and, therefore, a data 
processor could afford to give the cooperative sig­
nificant volume discounts.
The concept was apparently correct because 
PAUS has since evolved into a cooperative with over 
750 members (individual firms and sole practi­
tioners) in 16 states. Since its inception, over 
$600,000 in cash patronage dividends has been re­
turned to members participating in contracts for 
processing tax returns and general ledgers. Addi­
tionally, the tax returns contracts have offered free 
organizers and proformas to the participants.
PAUS is like most cooperatives in that members 
own one share each and can participate in any of the 
contracts. Typically, 90 percent of the discount re­
ceived by PAUS is distributed to the members par­
ticipating in a particular contract, and 10 percent is 
retained to pay the cooperative’s expenses.
Many PAUS members are presently benefiting for 
the third straight year from a contract with the 
Accutax division of Reynolds & Reynolds Company 
for processing tax returns. This year to date, the 
Practicing CPA, December 1985
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many stressed that such a situation creates diffi­
culties for some clients. In some downtown areas it 
is, of course, hard to find an office that has good 
parking facilities and yet is still close to other 
businesses.)
The remainder of the questions were designed to 
elicit information as to why the accountants chose 
their particular locations, the amount of business 
they currently have and whether there is a demand 
for accounting firms in their practice areas.
About 39 percent of the respondents chose a par­
ticular city or town because it was the place in 
which they had been brought up. Only 26 percent 
selected a location because they had determined 
that there was a demand for accounting firms in that 
area—an indication that personal factors may some­
times play more important roles than economic 
ones. On the other hand, some practitioners may 
think it better to locate where they know many 
people because this may make it easier to obtain 
clients. Twenty-six percent of the respondents pur­
chased existing firms already established in a par­
ticular area, and 15 percent stated that they just 
liked the locale.
Some interesting differences were found relative 
to the size of the city or town. Almost one half of 
the practitioners located in cities chose the area 
because this was where they had roots. The need 
for accounting firms in these cities did not seem to 
be the overriding issue. This was not the case in 
medium-size and small towns, however, where the 
need for accounting firms was just as influential as 
the desire to locate in the area.
Over 50 percent of the practitioners believed that 
they had enough work to keep them busy, whereas 5 
percent thought they had too much and 5 percent 
not enough work. About 20 percent said that busi­
ness could be greater, but several said they would 
give this reply no matter how busy they were. Re­
sponses to this question were similar in every state, 
city and town.
Most practitioners (83 percent) believed that 
there were approximately the right number of firms 
to meet the service demands in their areas, 8 percent 
said there were too many firms and 9 percent not 
enough.
Other studies suggest that additional considera­
tions in the choice of a location might include 
whether the area is dynamic and growing and will 
support the desired practice and living standards. 
Office layout and facilities might also be considered 
as well as the advantages of establishing a practice 
in a suburban area if businesses are moving there. 
Whether urban or suburban, the chosen locality 
should, in any case, be consistent with the dignity of 
the profession, in reasonable proximity to present 
clients and in an area most likely to furnish new ones.
In conclusion, it appears that the selection of a 
city or town in which to locate an accounting firm is 
often influenced by personal considerations, but it 
might be wise for potential practitioners to deter­
mine first the need for those services they can pro­
vide. In addition, it would be prudent to locate the 
firm in an attractive office with good parking facili­
ties, close to businesses, banks and law firms. □
—by Jack R. Fay, Ph.D., CPA 
University of South Florida 
College of Business 
140 Seventh Avenue South
St. Petersburg, Florida 33701
volume with Accutax has exceeded $1.2 million, and 
patronage dividends of $116,000 have been returned 
to members. Over the years, PAUS has also offered 
its members contracts for general ledger batch pro­
cessing as well as for various accountants and office 
supplies.
PAUS has just signed a contract with Sears, 
Roebuck and Co., pursuant to which any PAUS 
member may purchase, at a favorable discount, any 
product sold in any of the 105 Sears Business Cen­
ters throughout the country. This relationship intro­
duces a new dimension and scope to the coopera­
tive’s activities.
For more information on PAUS, call (813) 
879-1185, or write PAUS, Suite 118, 5420 Bay Center 
Drive, Tampa, Florida 33609. □
We Would Like to Hear from You
Where to locate an office is, of course, but one aspect 
of administrating and developing an accounting 
practice. Perhaps you would like to let us know your 
ideas on these topics and on others relating to part­
nerships and personnel management.
Letters to the editor are always welcome, space 
permitting, on matters within the Practicing CPA's 
frame of reference. Also, we are always interested in 
hearing about any new ideas or methods you have 
developed that make running an accounting prac­
tice easier.
If the Practicing CPA can draw on your skills and 
experiences, it can be an effective medium for the 
exchange of much practical information.
Practicing CPA, December 1985
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Tax Season Preparation
In the course of teaching and counseling CPAs in 
different parts of the country, I am constantly 
amazed at how many firms obtain large numbers of 
individual tax return extensions. Extensions should 
never exceed 5 percent of the total returns prepared, 
and in our firm average less than 2 percent.
Of course, extensions are acceptable in such in­
stances as
□ Death occurring near the filing date.
□ Serious illness.
□ Failure to obtain K-1s that have a significant 
effect on income.
□ Reasons beyond the clients control.
Client procrastination should not be an accept­
able reason for extensions. If a firm finds itself in 
that position, then it has failed to properly train and 
motivate its clients.
It is important to avoid extensions because
□ Tax processing is more efficient when done in 
large batches.
□ Preparers are frequently exposed to the finer 
points of the current laws during tax season, 
and the preparation of returns is most efficient 
then.
□ Staff motivation is highest at the end of tax 
season.
Time management techniques teach us to plan 
and move ahead instead of racing to meet deadlines. 
Improving client awareness is just one step in the 
right direction. There must also be the proper at­
titude within the CPA firm if the number of exten­
sions is to be reduced and productivity and effi­
ciency increased.
Tax season preparation should begin immediately 
at the conclusion of the preceding one. All employ­
ees should critique the past season. Recommenda­
tions for improvements will then be made while the 
problems are still fresh in everyone’s mind. A recom­
mendation made at such a session in our firm re­
duced our overall clerical processing time for tax 
returns from twenty-five to nine minutes.
The next step at our firm is to analyze all printed 
forms needed for the tax season, update for any 
changes, make sure we have the requisite quantities 
and have additional ones printed if necessary. Any 
other material, such as the folders in which we place 
completed returns, is ordered well ahead of need to 
ensure timely arrival. Then, during lulls in clerical 
work, labels are put on folders, and the labeled 
folders and interoffice forms, such as routing slips 
and instruction schedules, are put in clients files.
IRS forms should also be ordered well ahead if 
they are to arrive in time for use on the first of 
January. And don’t forget state tax forms. With a 
new client, preparation can be delayed unnec­
essarily while waiting for state forms. Use a service 
or order direct. If you do order direct, be sure to 
monitor your firm’s order because not all states are 
reliable when processing tax-form requests.
For efficient use, all forms needed for preparation 
should be filed in drawers and cabinets close at hand 
for the preparers. This would include government 
forms, the firm’s preprinted forms, computer input 
sheets, tax tables and quick, tax-law reference mate­
rial. (The AICPA individual tax course manual has 
many quick references on the finer points of the law.)
All firms should attempt to reduce the number of 
extensions they obtain, if only to make tax season 
easier and shorter. So keep in mind that not only 
must clients be trained to have their materials 
ready, but the firm and its staff must also be pre­
pared well before the tax season begins. □
—by Abram J. Serotta, CPA 
Augusta, Georgia
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Lest We Forget. (Everyone in the firm is part of a team. 
Everyone should work together to correct problems 
rather than devoting efforts to determining whose fault 
they were.) Sidney F. Jarrow. May, p.6.
Letter to the Editor. (A Commitment to Quality—The Di­
vision for CPA Firms.) John G. Hodgson, Jr. August, p.5.
Letter to the Editor. (Employing the disabled. Informa­
tion on a tax-deduction incentive for improving archi­
tectural accessibility for disabled people.) Terence J. 
Moakley. March, p.2.
Letter to the Editor. (The Association of Insolvency Ac­
countants [AIA].) David S. Mork. October, p.8.
Liability Insurance—Coverage and Premiums. (An expla­
nation of the factors affecting the AICPA plan.) Sep­
tember, p.1.
Managing a CPA Firm Like a Business. (Successful clients 
all have a chief executive. CPA firms also need a strong 
leader with practical business sense.) Robert L. Isra­
eloff. May, p.1.
(The) Managing Partner—Planning for Succession (part
1) . (Reviewing the managing partner’s responsibilities.) 
Daniel S. Goldberg. February, p.1.
(The) Managing Partner—Planning for Succession (part
2) . (Choosing and grooming a successor and picking a 
time objective for transition.) Daniel S. Goldberg. 
March, p.1.
Marketing as a Problem-Solving Technique. (Some sug­
gestions on how to identify the objectives and market 
segments, decide on the media and schedule various 
activities.) Marticia Madory. April, p.3.
Marketing: Insights and Lessons Learned. (Critical mis­
takes often made and a model to increase effectiveness.) 
Richard A. Connor, Jr. November, p.5.
Meet-A-Client. (Clients often produce goods and services 
that other clients can use. One firm often describes such 
products in its client newsletter and offers to introduce 
interested parties.) September, p.4.
Merger Mania—Why? (A look at the advantages to firms of 
varying sizes.) Donald F. Istvan. May, p.7.
(The) Microcomputer as a Surprise. (Clients often pur­
chase computers for purposes other than accounting 
and need a manual containing the exact procedures for 
several functions. CPAs can help them prepare one.) 
Manfred E. Philip. June, p.6.
Microcomputer Maintenance, or the Art of Avoiding Con­
stant Servicing Expense. September, p.7.
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Motherhood and Partnership. (Some women's approaches 
to the issue.) April, p.1.
Motivating Staff. (A little encouragement and positive 
feedback can go a long way.) Albin J. Cofone. June, p.3.
Organizing Effective Seminars. Dale L. Gettelfinger. June, 
p.4.
Organizing Effective Seminars...to Provide Additional 
Services. John G. Hodgson, Jr. June, p.4.
Organizing Effective Seminars... [to] Develop Clients. 
Steven M. Corley. June, p.5.
Partners Make the Difference. (There are some common 
elements in fast-growing, successful firms.) March, p.8.
(A) Practice Management Survey Looks at Firm Revenues. 
(Highlights of the Texas Society’s 1984 survey of firms 
operating results.) Carlton D. Stolle. January, p.3.
Practicing CPA Distribution Policy. February, p.5.
Processing Clients Data. (Some reasons why its clients 
like one local firm to process their data.) August, p.8.
Providing Personal Financial Planning Services. (Infor­
mation on developing individualized plans for clients 
and on promoting and marketing financial planning 
services.) Robert F. Warwick. January, p.6.
Questions for the Speaker. (Answers to questions on part­
ners billing and collection responsibilities.) July, p.8.
Questions for the Speaker. (Answers to questions on giving 
priority to staff development.) September, p.8.
Quietly Does It. (Some of the technical issues committee's 
successful accomplishments.) December, p.2.
Reducing the Impact of the Loss of a Key Employee. 
Jeffrey P. Davidson. June, p.7.
(The) Role of MAS in Local Firms. Robert C. Sipple. April, 
p.6.
(The) Single Audit Act—Its Effects on Small Firms. Law­
rence Belcher, Jr., and Daniel Dennis. November, p.1.
Social Security Earnings. (The Social Security Adminis­
tration recommends periodic checking of historical 
earnings status. How one firm urges its clients to do 
this.) October, p.5.
Some Accounts Receivable Collection Ideas. (Suggestions 
for achieving better collection results.) Mark J. Soukup. 
October, p.7.
Strategic Marketing for CPA Firms. (How to overcome 
resistance within the firm and position it to be per­
ceived by potential clients as the right CPA firm for 
them.) Todd S. Lundy. August, p.1.
Tax Season Preparation. (How to reduce the number of 
tax-return extensions by preparing well beforehand.) 
Abram J. Serotta, December, p.6.
Tax Training Techniques. (Make training enjoyable so peo­
ple participate.) Abram J. Serotta. November, p.7.
(The) Three "P" Objectives for Professional Service. (Pro­
fessional service firms should not lose sight of the three 
overall strategic objectives: profit, product and person­
nel.) Robert F. Reilly. June, p.3.
What Motivates Staff? (The answer lies in management's 
knowing what it expects.) Dan Bellus. October, p.6.
(The) White House Conference on Small Business. (Some 
of the details and where to get more.) September, p.5.
(The) World of Initials. (A list of some that are closely 
related to the accounting profession.) March, p.6.
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